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EMPLOYING THE DISABLED
Microcomputers can provide access to many jobs
and professions that would otherwise be difficult or
impossible for disabled people. Accounting is one
example.
Most people would consider accounting as a phys
ically undemanding profession. Compared with
many, it is, of course. But for some people, even a
task such as pulling a file folder from a cabinet is
more than they can manage unaided.
Diagnosed at age seven as having muscular dys
trophy, Scott Luber became wheelchair-bound at
age 13 and is unable to perform many basic tasks.
Mr. Luber, however, is a CPA (he passed the examina
tion at his first attempt) with Nankin, Schnoll &
Company, a local firm in Milwaukee, Wisconsin.
Instead of a rectangular desk, Mr. Luber's office
features a circular one. A mechanized Lazy Susan
really, the desk rotates at the push of a button to
place various pieces of computer equipment in front
of Mr. Luber so that he can accomplish his tasks.
The office is different in other ways. The phone
receiver is always “off the hook,” suspended at ear
level by a flexible stand. The base of the phone is
unusual too. Projecting from it is an ingenious le
vered bar that, with a simple flip, opens and closes
the line.
Although we are living in an age when there are
more disabled people in the professions, Mr. Luber
says that there are still not enough role models for
young, disabled people trying to decide what to do
with their lives. When he was in high school, Mr.
Luber would have liked to have become an architect.
That seemed impossible then, however, because of
the physical requirements of drafting. With modern
computer-assisted design techniques available, ar
chitecture isn't such an impossible goal today.
A few years ago, even accountancy seemed un
likely. At interviews, after graduation from the Uni
versity of Wisconsin-Madison in 1982, firms told Mr.
Luber that he just wouldn’t be able to do the job.

Howard M. Schnoll, the managing partner of
Nankin, Schnoll & Company, thought differently.
He told Mr. Luber that if a way could be found to
help him do the work, he had a job with the firm.
The firm contacted Gregory Vanderheiden, direc
tor of University of Wisconsin Hospital’s Trace Cen
ter, and a noted rehabilitation engineer. It was Mr.
Vanderheiden who rethought the typical office con
cepts and designed one for an accountant with Mr.
Luber's specific disabilities.
The computer, for example, is an IBM, but be
cause Mr. Luber is unable to operate a standard
keyboard, Mr. Vanderheiden routed the keyboard
commands through a device called an emulator to a
much smaller keyboard—one only seven inches
wide. Using the head of a pencil, Mr. Luber has no
trouble issuing commands on this keyboard.
Mr. Vanderheiden programmed the small key
board so that the keys have three levels of meaning.
This enables Mr. Luber to be computer-fluent while
using commands that are physically the least taxing
for him.
At level II, for example, the exclamation point is
just that—an exclamation point. At level I, however,
the exclamation point key becomes the ESCape key.
This eliminates the need for dexterity which is typ
ically required for many control functions.
The Lazy Susan desk was designed by another
rehabilitation engineer, Donald Warren of Clinical
Convenience Products, Inc., Madison, Wisconsin. By
hitting a button with a stick held between his teeth
(a mouth stick), Mr. Luber can rotate the desk so that
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he is facing the computer disk drives, the screen, the
small keyboard or some uncluttered work space for
miscellaneous tasks. And in simpler fashion, the
floppy disks merely have a loop of masking tape
attached to make their insertion and removal from
the disk drives a little easier.
Personal computers can bring benefits to a wide
range of disabled people. A recently released book,
Personal Computers and the Disabled, by Peter A.
McWilliams, addresses some of these benefits and
provides a look at the special features available to
modify computers for use by the disabled. A point
that Mr. McWilliams makes is that a computer costs
the same, no matter who uses it, and the special
input and output devices don’t add much to the
price.
Modified personal computers enable deaf people
to call and communicate with anyone who has a
computer, and blind people, through synthesized
voice output, to have access to all the information—
news, research, data banks, etc.—available to per
sonal computers. Voice synthesizers give voice to
the voiceless, and computers allow people with
muscular, motor and movement disabilities to work
and communicate far more effectively than ever be
fore. Disabled people who have control of only an
eyebrow, eyelid, finger or toe can communicate un
aided with unlimited vocabularies.
The book contains an extensive guide to computer
equipment, software and services designed es
pecially for disabled people, and a listing of the
resources—associations, agencies, programs and in
formation—available nationwide.

Other resources
One resource center set up specifically to help
firms determine what physical and other accom
modations are necessary to help disabled employees
do their work is the Job Accommodation Network,
based at West Virginia University in Morgantown.
The network was established by the Presidents
Committee for the Employment of the Handicapped
and is financed jointly by the National Institute of
Handicapped Research and the Rehabilitation Ser
vices Administration. Its computer data base con

tains almost 4,000 ideas for accommodating dis
abled employees; and its consultants try to mini
mize stereotyping by basing suggestions on a
persons functional limitations rather than on the
specific disability.
Mr. Vanderheiden is pleased about what is being
done to help disabled people lead productive lives
but thinks it is important to remember what yet
needs to be done. He says there are too many types of
disabilities for them to be approached on a case-bycase basis and dreams of a system that could take
notes, answer the phone, run any piece of standard
software and adapt to the varied needs of disabled
people.
Mr. Vanderheiden’s skill as a rehabilitation engi
neer has certainly enabled Mr. Luber to be produc
tive. He performs some tax work but, in close
alliance with Bruce Champion, the partner in
charge of the firms management advisory services
department (microcomputer services), is mainly in
volved in preparing computer models to solve prob
lems encountered by clients. Mr. Luber also ably
performs another function—namely that of role
model to other young, disabled people trying to
decide what to do with their lives. □
For Further Information...
Peter A. McWilliams, Personal Computers and the Dis
abled (New York: Quantum Press; Doubleday & Com
pany, Inc., 1984).
Other Resources
□ Scott Luber and Howard M. Schnoll; Nankin,
Schnoll & Company, SC: (414) 272-5900.
□ Gregory Vanderheiden; Trace Center, University of
Wisconsin: (608) 263-5788.
□ Donald Warren; Clinical Convenience Products,
Inc.: (608) 249-1234.
□ The Job Accommodation Network: (800) 526-7234
outside West Virginia; 293-7186 within the state.
□ The Presidents Committee for the Employment of
the Handicapped: (202) 653-5079.
□ National Institute of Handicapped Research: (202)
732-1146.
□ Rehabilitation Services Administration: (202)
732-1282.
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A Practice Management Survey
Looks at Firm Revenues
The Texas Society of CPAs has conducted an annual
practice management survey for almost a decade. In
1984, responses were received from over 2,400 par
ticipants representing 16 states and the District of
Columbia. The states ranged as far northeast as
Vermont, as far south as Texas and as far west as
Utah, providing wide geographic representation.
The 1984 survey generated a broad variety of data
ranging from information on firms’ financial posi
tions to details about their management policies.
Benefiting from an accumulated history of survey
results, much of which has been presented in the
Practicing CPA, we are focusing this year on recent
trends in firms’ revenues and on partners’ incomes.
Certain overall operating characteristics of re
spondents are highlighted in exhibit I. The data
for all exhibits are arranged by firm size and
structure—individual practitioners and non
national firms. Nonnational firms designated as
"small" are multiowner firms with revenues up to
$350,000. "Medium-size" firms had revenues be
tween $350,000 and $900,000, while the "large"
firms’ revenues exceeded $900,000. (Data for na
tional firms are not included in this presentation.)

Recent trends in revenues
Exhibit II shows the distribution of net annual reve
nues for the 1981-83 period. The three-year trend is
obvious—a gradual upward movement in revenues
for firms of all sizes. The individual practitioner is
representative. In 1981, 27.3 percent reported reve
nues between $100,000 and $200,000, but by 1983,
30.7 percent had revenues in this range.
There is one statistic behind the data of exhibit II
which should be mentioned. Each year, fewer re
spondents to this survey are individual practi
tioners and more are multiowner firms. In 1981 and
before, over 50 percent of the nonnational respond
ents were individual practitioners, compared with
less than 50 percent in 1982 and 1983.
If the firms responding to the survey are represen
tative of their regions, the trend lends credence to a
belief expressed by some CPAs that the individual
practitioner is being replaced by multiowner firms.
It has long been speculated that the growing com
plexity of accounting and taxation and increased
legal risk provide strong impetus for the sole practi
tioner to open up the ownership to others who can
provide additional skills and a stronger legal buffer
for the firm. We aren't certain that these are the
causes, however, or that the trend is national. Nev
ertheless, it does bear watching.

Exhibit I

Selected Characteristics of Respondents

Personnel
Number of partners
Supervisors and managers
Other professionals and
paraprofessionals
Clerical and nonprofessional
Total
Operations
Average net income per
partner
Average net revenues per
firm
Average square feet of
office space per person
Average charged hours
per person: 1983
1982

Average percent of standard
fees realized: 1983
1982

Individual

Nonnational Multiowner
Small
Medium
Large

1.0
.2

2.2
.4

3.1
1.2

5.9
4.2

1.2

.9
3.3

2.2
1.4
6.2

5.3
2.7
12.3

15.6
7.0
32.7

$ 49,086

$ 43,760

$ 70,600

$

$126,157

$225,605

$564,030

$1,646,673

318

294

294

266

1,112
1,139

1,203
1,188

1,303
1,341

1,307
1,308

86.3%
86.5%

87.1%
87.5%

90.2%
89.4%

98,218

91.5%
91.4%
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while revenue from tax services and reviews and
compilations have increased markedly. Revenue
from other accounting services offered by individ
ual practicing units has decreased from 28.8 per
cent to 18.3 percent of the total. (Note that in 1976,

Exhibit II

Net Annual Revenues
Individual practitioner
Revenue range

$
1
$ 50,001
$ 100,001
$ 200,001
$ 300,001
$ 400,001
$ 500,001
$1,000,001
$1,500,001

-

50,000
100,000
200,000
300,000
400,000
500,000
1,000,000
1,500,000
2,000,000

1981

1982

1983

24.5%
35.4
27.3
7.7
2.8
1.3
1.0
—
—

21.2%
31.6
31.9
8.8
3.5
1.4
1.4
.1
.1

21.2%
32.2
30.7
9.6
3.3
1.6
1.2
.2
—

100.0% 100.0% 100.0%

Small firm
Revenue range
$
1
$ 50,001
$ 100,001
$200,001
$300,001

-

50,000
100,000
200,000
300,000
350,000

1981

1982

1983

1.2%
7.5
34.7
38.1
18.5

1.7%
7.2
32.8
40.8
17.5

0.5%
5.9
32.2
40.5
20.9

100.0% 100.0% 100.0%
Medium firm
Revenue range
$350,001
$400,001
$500,001
$750,001

-

400,000
500,000
750,000
900,000

1981

1982

1983

18.3%
25.0
41.2
15.5

18.8%
25.7
38.3
17.2

18.6%
24.8
38.9
17.7

100.0% 100.0% 100.0%

Large firm
Revenue range

1981

1982

1983

$ 900,000- 1,000,000
$ 1,000,001 - 1,500,000
$ 1,500,001 - 2,000,000
Over $2,000,000

18.0%
47.9
16.9
17.2

16.3%
48.7
14.4
20.6

12.1%
49.5
15.4
23.0

100.0% 100.0% 100.0%
The changing sources of revenues
Auditing and tax services have long been the breadand-butter revenue producers in public accounting.
While practitioners have monitored shifts in reve
nue sources, the survey results reveal the magnitude
of the shifts within a large group of firms. In exhibit
III, the particular years were chosen because they
depict typical trends in revenue sources.
As firms increase in size, auditing generates rela
tively more of the revenue dollar and accounting
services less, although together, they still account
for at least 50 percent.
Since 1976, individual practitioners report that
revenue generated by auditing services has de
creased from 15 percent to 11.4 percent of the total
Practicing CPA, January 1985

Exhibit III
Sources of Revenues
Individual
practitioners
Auditing services
Tax services
Management advisory
services
Review or compilation
services
Unaudited financial
statements
Other accounting
services

1976

1979

1983

15.0%
34.9

12.5%
36.5

11.4%
40.7

6.9

6.8

8.1

—

19.1

21.5

14.4

—

—

28.8
100.0%

25.1
100.0%

18.3
100.0%

Small firms

1976

1979

1983

Auditing services
Tax services
Management advisory
services
Review or compilation
services
Unaudited financial
statements
Other accounting
services

20.8%
38.2

17.7%
36.2

15.0%
38.8

6.0

7.0

6.5

22.9

21.8

—

—

15.4
19.6
100.0%

16.2
100.0%

17.9
100.0%

Medium firms

1976

1979

1983

Auditing services
Tax services
Management advisory
services
Review or compilation
services
Unaudited financial
statements
Other accounting
services

25.5%
37.1

22.7%
36.4

19.7%
37.3

6.2

7.0

7.2

—

15.9

19.7

12.8

—

—

18.4
100.0%

18.0
100.0%

16.1
100.0%

Large firms

1976

1979

1983

Auditing services
Tax services
Management advisory
services
Review or compilation
services
Unaudited financial
statements
Other accounting
services

29.3%
34.8

27.3%
35.0

25.7%
35.8

5.0

6.5

8.2

14.5

17.4

—

—

13.4
17.5
100.0%

16.7
100.0%

12.9
100.0%
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there were no reviews and compilations as we cur
rently define those terms. Rather, the 1976 survey
respondents indicated the percentage of revenues
generated in the category of "unaudited financial
statements,” the forerunner to reviews and com
pilations.)
Within small, medium and large firms, revenue
generated by tax services has not varied much since
1976, but auditing has slipped in relative impor
tance. Generally, in the small- and medium-size
firms, reviews and compilations now provide a
larger slice of the revenue pie. This growth has been
significant, and in individual and small practices
approximately 60 percent of the revenue now comes
from tax services and reviews and compilations. In
medium-size firms, reviews and compilations gen
erate revenues equal to that from auditing. In all
firms, taxation is the largest source of revenue, but
Exhibit IV
Average Net Revenues per Firm
(Upper row adjusted to 1981 purchasing power)

1981
Individual
1981 AFI*
Actual
Small
1981 AFI*
Actual
Medium
1981 AFI*
Actual
Large
1981 AFI*
Actual

1982

1983

$114,098

$121,093
$127,737

$124,988
$126,157

$215,673

$228,895
$217,476

$236,259
$225,605

$558,483

$592,722
$562,225

$611,789
$564,050

$1,634,175 $1,686,744
$1,539,776 $1,618,925 $1,646,673

Exhibit V
Average Net Income per Partner
(Upper row adjusted to 1981 purchasing power)

Individual
1981 AH*
Actual
Small
1981 AH*
Actual
Medium
1981 AFI*
Actual
Large
1981 AFI*
Actual

1981

1982

1983

$46,015

$48,836
$49,220

$50,407
$49,086

$42,416

$45,016
$45,042

$46,465
$43,760

$68,423

$72,618
$69,662

$74,954
$70,600

$89,797

$95,302
$96,218

$98,368
$98,218

*1981 AFI: 1981 actual dollars adjusted for inflation

only in large firms does auditing remain the second
largest revenue generator.
Another item of interest, write-up work, long the
major element of "other accounting services," ap
parently is being abandoned by firms of all sizes but
especially by the individual practitioner. Spe
cialized write-up services offered by non-CPA firms
and the availability of appropriate microcomputer
hardware and software are probable causes of this
change.

The effects of inflation
During the double-digit inflation years of the late
1970s and early 1980s, both firm revenues and part
ners’ incomes fell in terms of purchasing power. In
flation moderated in 1982 and 1983, giving some
relief to the upward pressure on costs and fees. Ex
hibit IV shows an upward trend in average revenues
for most categories of firms, the exception being
individual practitioners.
Using the consumer price index for the appropri
ate years, the 1981 revenues were adjusted to see
what a firm needed to generate in 1982 and 1983 in
order to do as well. In those two years, an individual
practitioner needed revenues of $121,093 and
$124,988 respectively to keep pace with inflation.
Actual revenues in 1983 exceeded the inflation-ad
justed ones, so the individual practitioner fared rel
atively well. This is a hollow victory, though, in view
of the decline in actual revenues.
Firms in other categories did not fare as well. In all
cases, and in medium-size firms particularly, the in
flation-adjusted amounts exceeded actual revenues.
Exhibit V shows the recent average income per
partner. While the average income dropped for indi
vidual practitioners and small-firm partners, it in
creased modestly for partners in medium-size and
large firms. Adjusted for inflation, incomes are
somewhat less for the individual owners and part
ners in small- and medium-size firms. Only in large
firms does partner income appear to be moving
upward at a rate equal to or exceeding inflation.
This is a reversal of past trends.
Based on the results of this survey, revenues and
incomes in public accounting continue to grow at a
gradual rate. However, not all segments of practice
are benefiting uniformly—large firms having fared
relatively better than other practice units during
the past three years. While the data may not be
representative of the whole practice population,
they do provide benchmarks for comparison. □
—by Carlton D. Stolle, CPA, Ph.D.
Texas A&M University
and Sanoa F. Hensley, CPA
Texas Christian University
Practicing CPA, January 1985
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Providing Personal Financial
Planning Services
Personal financial planning is the development of a
comprehensive financial plan which seeks to make
maximum use of financial resources while recogniz
ing individual uniqueness and the various stages of
life that people experience. Such a plan must en
compass many details and not address just one as
pect of a clients financial picture.
A comprehensive plan is comprised of several key
parts. There should, for example, be a clear-cut state
ment as to the goals and objectives and a general
assessment of the client's overall financial condition.
The plan should also contain a review of the income
tax situation and suggest some planning techniques.
It is also important to determine what should be
done regarding death, disability and retirement. The
plan should, therefore, include a review of insurance
needs; retirement plans; health, accident and dis
ability insurance; and Social Security benefits.
Estate planning is another essential ingredient.
This should include reviews of the client's objectives
for the disposition of the estate, wills and/or trust
agreements, the estate tax exposure and applicable
planning tools.
The final part of personal financial planning is to
develop an investment strategy which is compatible
with the personal investment preferences of the cli
ent. Such a strategy would include a cash-flow pro
jection to determine the amount of discretionary
income and a proposed investment portfolio that
meets the clients goals and objectives.
Certain basic ingredients of a financial plan must
be covered. They come under the broad headings of
annual income, shelter, cash reserves and life in
surance. When these items have been taken care of,
a compatible investment strategy can then be
devised.
Reflecting the client's stage of life
Care must always be taken that the financial plan
is tailored to the needs of the individual client and is
not overly influenced by the planner's personal prej
udices. It should also reflect the client's stage of life.
These stages can be broadly categorized into five
distinct areas.
□ Employed before marriage. Client basically con
cerned with self and can afford higher risk.
Time permits the individual to take a long
term growth perspective. Insurance is not
relevant.
□ Married before children. Insurance is relevant at
this stage, but it is not a substantial factor.
There are usually opportunities for saving but
Practicing CPA, January 1985

pressure to spend can necessitate careful bud
geting. Investment strategy becomes more con
servative.
□ Married with pre-college children. Expenditures
increase sharply but there may be a significant
rise in income, too, making tax planning neces
sary. Insurance protection becomes important
and the client may be concerned about future
college costs.
□ Children have left the nest. Client’s earning
power is likely to be at its peak and the invest
ment strategy should be aimed at building up
capital. Risk aversion becomes important and
life insurance needs should be reviewed. At this
stage, the client may even have thoughts of a
second career.
□ Retirement. Client may have embarked on a sec
ond career—at any rate, maintaining a com
fortable income is a concern. Client now has
greater freedom and independence and the in
vestment strategy should be to avoid extremes.
The financial planning process
To ensure that a plan is developed to suit a par
ticular client, the partner-in-charge should meet
with the client to explain the philosophy of financial
planning and to determine the client's priorities and
objectives. Formal consulting arrangements should
be established and an engagement letter prepared
and signed.
Depending on how much information you have in
the files, you can ask the client to fill out datagathering forms. Then, the required documents
should be assembled and the data reviewed for com
pleteness and accuracy with the client.
We use a microcomputer and the Leonard soft
ware system to process the data. From the initial
output, we develop the plan, and prepare illustra
tions, comments and recommendations. While
much of this work can be done by paraprofessionals,
the final review must involve the partner-in-charge
as well as the financial planning partner. The final
step is to present the plan to the client and to start
the implementation process.
Various professionals and business organizations
are now providing personal financial planning ser
vices. These include certified financial planners,
banks and brokerage firms, life insurance com
panies and, of course, CPAs. Of the group, CPAs are
by far the best suited to provide such services. They
know the client and have the requisite knowledge of
income and estate taxation. A financial plan needs
to be updated each year and CPAs do the clients
taxes each year. CPAs have the required analytical
ability, objectivity and independence.

7

Exhibit

The Financial Planning Process and Five Financial Planning Areas
1 Business results
and benefit planning

3 Asset management,
analysis and planning

4 Estate planning

2 Income
tax and
cash flow
planning

5 Risk management

Establishing a financial planning practice

As with any new firm endeavor, the success of
providing personal financial planning services will
depend upon the degree of commitment of the firm's
partners and the application of sufficient resources.
Both are essential as is having a partner in charge of
the program.
We do not think it is possible to establish a finan
cial planning practice without utilizing a micro
computer and a suitable software package. The
number crunching is just too great. It is also neces
sary to develop a system and procedures for provid
ing the service and to set firmwide standards and
guidelines. Partners and staff must be trained on the
system and to meet the requirements of providing

the services. This can be accomplished through con
ference participation and CPE courses.
How to promote and market
financial planning services
Financial planning can be promoted in much the
same way as other firm services. You can utilize
client and specialty newsletters, conduct your own
seminars for clients or with concerns such as bro
kerage firms where you can get some of the credit.
You can prepare a brochure on financial planning
and give speeches before civic associations and
other groups. Another idea is to establish relation
ships with consultants, financial planners, attor
neys, brokerage firms, etc. Let them know you have
the expertise. Of course, the best way to market any
Practicing CPA, January 1985
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service is through referrals resulting from suc
cessful engagements.
You must prepare a budget for the development of
this part of the practice for both time and dollars,
and you must monitor its progress. Financial plan
ning is a complex area, and you want the service to
grow at a pace you can control. You must also be
wary of tax-shelter products. Many of them are
economically unsound. You may want to seek the
advice of other CPAs who have evaluated these
products or subscribe to a service such as Stanger
Reports.
CPAs are financial planners and clients are look
ing for personal financial planning services. If CPAs
don’t supply this need, someone else will. It is a
tremendous market. Just one example—big corpo
rations are looking for ways to reward key employ
ees now that some of the traditional perquisites
have been eliminated. It does not take any longer to
persuade a corporation that you can provide such a
service to key employees than it does to persuade an
individual. Just remember that the most important
part is helping clients implement the plan. Don't let
them put it in a drawer and forget about it. □
—by Robert E Warwick, CPA
Wilmington, North Carolina

American Institute of Certified Public Accountants, Inc.
1211 Avenue of the Americas
New York, N.Y. 10036—8775

The Great Escape
Our experience is that by the middle of February,
professional staff members and their spouses de
serve and need a break from the demands of tax
season. In fact, we believe that this is so important
to their physical and mental well-being that the
firm encourages staff members to take an escape
weekend between January 31 and March 15.
Staff members must stop working at 6:00 p.m. on
the Thursday before the weekend selected and can
not commence again until 8:00 a.m. the following
Monday. Requests, of course, must be made suffi
ciently in advance so that proper scheduling may
take place.
We expect people to leave town for a substantial
portion of this weekend, and, if they do, the firm will
pay for a dinner for two, including cocktails and
wine, and for a hotel or motel room for one night.
Being able to take a short break like this does
wonders for staff members’ morale. People come
back refreshed and ready for the hectic final stages
of the tax season. Costs incurred by the firm are soon
offset by increased productivity. □
—by W. Alan Simmons, CPA
Muncie, Indiana
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